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About  INPUT 


INPUT  provides  planning  information,  analysis,  and  recommendations 
to  managers  and  executives  in  the  information  processing  industries. 
Through  market  research,  technology  forecasting,  and  competitive 
analysis,  INPUT  supports  client  management  in  making  informed 
decisions. 

Continuous-information  advisory  services,  proprietary  research/ 
consulting,  merger /acquisition  assistance,  and  multiclient  studies  are 
provided  to  users  and  vendors  of  information  systems  and  services 
(software,  processing  services,  turnkey  systems,  systems  integration, 
professional  services,  communications,  systems /software 
maintenance  and  support). 

Many  of  INPUT'S  professional  staff  members  have  more  than  20  years' 
experience  in  their  areas  of  specialization.  Most  have  held  senior 
management  positions  in  operations,  marketing,  or  planning.  This 
expertise  enables  INPUT  to  supply  practical  solutions  to  complex 
business  problems. 

Formed  as  a  privately  held  corporation  in  1974,  INPUT  has  become  a 
leading  international  research  and  consulting  firm.  Clients  include  more 
than  100  of  the  world's  largest  and  most  technically  advanced 
companies. 
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Introduction 


A   

This  study  was  specifically  commissioned  by  Mr.  George  M.  Quinn  of 
Digital  Equipment's  European  Software  Acquisition  Group.  The  objec- 
tive of  this  study  was  to  provide  Digital  Equipment  Co.  with  an  indepen- 
dent assessment  of  software  vendors'  attitudes  towards  the  relationships 
they  have  with  equipment  vendors  in  the  workstation  market. 

This  study  specifically  investigated  the  current  types  of  relationships 
between  equipment  and  software  vendors,  what  software  vendors  see  as 
the  strengths  and  weaknesses  of  these  relationships  and  what  they  would 
ideally  like  as  relationships.  In  particular,  the  study  attempted  to  under- 
stand the  key  strategic  factors  that  might  affect  software  vendors  when 
making  a  choice  of  equipment  vendor  in  the  workstation  market. 

B  

Scope  The  study  was  restricted  to  software  vendors  in  the  workstation  market  in 

the  following  two  country  markets: 

•  France 

•  West  Germany 

The  study  was  restricted  to  senior  managers  within  a  sample  of  the  above 
target  country  markets.  In  general  these  were  the  managing  director  or  the 
marketing  director. 

c  

Methodology  Field  research  for  this  report  was  obtained  from  an  interview  programme 

that  was  conducted  during  the  second  quarter  of  1990. 

Structured  telephone  interviews  were  conducted  by  telephone  in  French 
and  German  with  20  senior  managers  in  France  and  20  senior  managers 
in  West  Germany. 
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The  sample  of  20  software  vendors  was  randomly  drawn  from  software 
catalogues  of  the  four  major  workstation  equipment  vendors  in  each 
country  market — Hewlett-Packard  (HP),  Digital,  IBM,  and  Sun. 

The  questionnaire  used  as  the  basis  of  this  field  research  is  given  in 
Appendix  A.  The  list  of  the  organisations  interviewed  for  this  study  is 
given  in  Appendix  B. 


Structure  The  remaining  chapters  of  this  report  are  organised  as  follows: 

•  Chapter  II  is  an  Executive  Overview  designed  to  summarise  the  key 
findings  of  INPUT'S  study. 

•  Chapter  HI  reviews  the  current  relationships  that  respondents  to 
INPUT'S  study  have  with  equipment  vendors.  It  analyses  the  different 
equipment  vendors  that  software  vendors  work  with  in  the  two  coun- 
tries surveyed,  and  the  range  of  relationships  that  the  software  vendors 
have  with  these  equipment  vendors. 

•  Chapter  IV  investigates  the  reasons  why  software  vendors  have  devel- 
oped their  current  relationships  with  equipment  vendors.  It  considers 
the  various  forces  that  affect  these  relationships  in  different  equipment 
markets,  specifically  in  the  workstation  market.  It  also  researches  what 
software  vendors  see  as  the  major  forces  that  influence  their  decisions 
concerning  which  equipment  platforms  and  vendors  to  work  with. 

•  Chapter  V  studies  what  software  vendors  consider  the  key  factors  in 
their  corporate  development  strategies  that  might  affect  their  choice  of 
equipment  vendor  and  platform  for  their  software,  and  what  factors 
might  hinder  them  in  achieving  their  strategic  goals.  It  also  considers 
how  equipment  vendors  could  assist  software  vendors  in  achieving 
these  plans  without  interfering  with  the  preferred  strategies  of  the 
software  vendors. 

•  Chapter  VI  summarises  INPUT'S  findings  on  software  vendors'  pre- 
ferred relationships  with  equipment  vendors  in  the  workstation  market. 
It  also  summarises  some  of  the  comments  respondents  made  during 
this  study  about  the  types  of  relationships  they  would  like. 

•  The  Appendixes  include  the  user  questionnaire,  a  list  of  companies 
interviewed  and  the  study  proposal. 
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Executive  Overview 


In  the  workstation  market  in  France  and  West  Germany,  individual 
software  vendors  have  good  working  relationships  with  individual  equip- 
ment vendors.  However,  these  are  not  the  norm  and  often  a  software 
vendor  will  have  a  really  good  relationship  with  only  one  out  of  every 
three  or  five  equipment  vendors.  In  a  number  of  instances,  good  relation- 
ships are  based  on  personal  contacts  rather  than  formal  agreements. 

Respondents  to  this  survey  in  both  France  and  West  Germany  would  like 
to  have  formal  rather  than  informal  relationships.  Exhibit  II- 1  summarises 
the  types  of  formal  relationships  that  they  would  like.  However,  such 
relationships  must  actually  work,  otherwise  they  are  worthless.  Respon- 
dents would  like  flexible  relationships  in  which  they  can  choose  different 
structures  depending  upon  whether  their  current  strategy  is  to  develop 
new  products,  or  to  market  existing  ones. 

In  general,  software  vendors  in  the  workstation  market  have  limited 
resources.  By  far  the  greatest  concerns  over  achieving  their  corporate 
plans  are  finding  and  retaining  good  quality  staff,  and  having  sufficient 
financial  resources.  In  this  respect,  respondents  would  appreciate  any 
assistance  from  equipment  vendors — especially  advanced  notice  on  the 
launch  of  new  equipment,  the  loan  of  equipment  for  developing  new 
software  and  porting  existing  software  from  competitors'  platforms,  and 
technical  support  and  training. 

Respondents  were  very  keen  to  maintain  their  independence  and  did  not 
like  the  idea  of  any  relationship  that  might  reduce  their  flexibility  to  use  a 
range  of  equipment  from  different  vendors  or  their  freedom  as  indepen- 
dent companies.  For  instance,  software  developers  would  like  joint 
product  development  agreements  with  equipment  vendors,  but  only  as 
long  as  equipment  vendors  do  not  try  to  interfere  with  their  product 
design.  Respondents  emphasised  that  what  they  would  principally  like 
from  joint  product  development  contracts  would  be  good  technical 
support. 
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EXHIBIT  11-1 


Preferred  Types  of  Relationships 

•  Joint  marketing 

•  Joint  product  development 
(e.g.,  technical  support) 

•  Financial  assistance  (e.g.,  loan 
of  equipment) 

So  strongly  do  certain  software  vendors  feel  about  maintaining  their 
independence  that  a  small  number  do  not  take  commission  on  hardware 
sales  as  a  company  policy.  They  feel  that  taking  commission  might  affect 
their  ability  to  remain  impartial. 

INPUT  feels  that  equipment  vendors  have  not  in  general  developed 
good,  formal  working  relationships  with  software  vendors  in  the  work- 
station market.  This  is  probably  due  to  the  fact  that  this  is  still  an  imma- 
ture and  fast-growing  sector.  Currently  end  users  make  their  purchasing 
decisions  more  on  the  available  equipment  than  on  the  software.  As  a 
result,  equipment  vendors  are  in  a  strong  position  and  hence  tend  to  treat 
software  vendors  as  "second  cousins." 

Software  vendors  want  to  be  treated  as  equal  partners  in  delivering 
solutions  to  end  users.  INPUT  sees  that  now  is  the  time  for  equipment 
vendors  to  develop  the  right  range  of  relationships  that  software  vendors 
need  in  this  market  sector.  Through  these  they  can  build  up  strong  long- 
term  relationships  with  key  software  vendors.  When  the  workstation 
market  matures,  it  may  change  radically.  INPUT  believes  that  it  will  be 
those  equipment  vendors  who  have  developed  good  formal  relationships 
today  who  will  be  in  a  strong  position  in  the  future  to  exploit  the  market 
via  well-established  third-party  software  vendor  channels. 

These  relationships  should  be  formal  and  should  offer  a  range  of  support 
to  software  vendors.  They  should  not  try  to  reduce  the  freedom  of  these 
software  vendors  to  use  a  range  of  equipment  platforms.  Exhibit  II-2 
summarises  the  major  ways  equipment  vendors  could  assist  software 
vendors  through  formal  relationships  without  affecting  software  vendors' 
freedom.  In  general,  equipment  vendors  do  not  deliver  this  type  of 
assistance  through  existing  relationships. 
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Assistance  to  Software  Vendors 


Tvpe  of  Assistance 

—  L 

Potential  Assistance 

•  Staff 

technical  support 

joint  product  development 

advanced  notice  of  new  product  launches 

continuity  of  personal  contact 

•  Financial 

long-term  loan  of  equipment 

priority  in  the  delivery  of  equipment 

free  training 

free  product  seminars 

travel  reimbursement  to  equipment  vendor 

development  facilities 

•  Marketing 

in-depth  training  of  equipment  vendor  staff 
in  software  and  software  markets 
good  local  support 

assistance  to  move  into  new  markets 
introductions  to  new  clients  as  partners 

For  any  formal  relationship  to  be  successful,  it  has  to  work  in  practice, 
not  only  on  paper.  This  means  that  the  most  crucial  element  to  any  formal 
relationship  is  management  of  the  personal  contact  between  equipment 
and  software  vendor. 

In  addition,  equipment  vendors  must  ensure  that  their  field  managers 
understand  the  software  that  is  available  on  their  platforms  from  third- 
party  software  vendors,  and  that  they  also  understand  the  local  software 
product  market.  Software  vendors  emphasised  to  INPUT  that  all  too  often 
equipment  vendor  sales  staff  do  not  understand  software  and  so  cannot 
assist  in  promotion  and  sales. 

The  relationships  between  equipment  and  software  vendors  should  be 
tailored  to  the  specific  needs  of  a  given  country.  For  instance,  the  West 
German  workstation  market  seems  to  be  some  years  behind  the  French 
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market  in  its  perception  and  experience  of  the  types  of  relationships 
between  equipment  and  software  vendors,  and  so  has  slightly  different 
needs  from  the  French  market. 

This  means  that  Digital  should  develop  a  series  of  formal  relationships 
via  its  local  management  in  each  European  country.  These  relationships 
should  be  flexible  so  that  they  can  change  if  required  to  meet  changing 
local  market  conditions.  The  relationships  must  be  managed  in  the  field 
by  high-quality  staff,  who  listen  to  what  the  software  vendors  want,  and 
who  are  not  regularly  replaced  by  new,  inexperienced  staff. 

INPUT  would  suggest  that  any  comments  from  these  software  vendors 
should  be  recorded  by  the  field  managers  and  then  held  centrally  to  allow 
Digital  to  monitor  the  success  of  its  programmes  and  to  be  proactive, 
rather  than  reactive. 
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Existing  Relationships 


A  

Equipment  Platforms     As  Exhibit  ni-1  illustrates,  INPUT'S  research  on  software  vendors  in  the 

workstation  market  indicates  that  software  vendors  generally  sell  their 
software  on  more  than  one  equipment  platform.  However,  it  must  be 
stressed  that  INPUT'S  sample  of  software  vendors  may  not  be  representa- 
tive of  the  total  market  (especially  in  France)  as  it  is  relatively  small 
when  compared  with  the  total  workstation  market. 

In  France,  the  respondents  named  between  two  and  eight  different  ven- 
dors of  workstations  that  they  use,  and  in  West  Germany,  between  one 
and  seven.  The  average  number  of  different  equipment  vendors  used  by 
respondents  in  this  survey  is: 


Average  Number  of  Equipment  Vendors 
Used  by  Individual  Software  Vendors 

France  4.3 
West  Germany  3.4 

Average  3.9 


Compared  with  other  types  of  equipment  platforms,  this  average  number 
of  different  equipment  vendors  used  by  individual  software  vendors  is 
relatively  high.  As  far  as  the  workstation  market  is  concerned,  this  results 
in  most  vendors  offering  their  software  on  nearly  all  of  the  leading 
equipment  platforms  in  their  local  market. 

For  this  survey,  the  high  number  of  different  platforms  used  by  respon- 
dents significantly  increases  the  accuracy  of  the  results  in  certain  areas  of 
INPUT'S  research. 
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EXHIBIT  111-1 
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Exhibit  III-2  shows  an  analysis  of  the  major  equipment  vendors  used  by 
respondents.  The  most  commonly  used  are  HP,  Digital  and  Sun  in 
France,  whilst  in  West  Germany,  HP,  Digital  and  IBM  are  the  most 
frequently  used. 


EXHIBIT  III-2 


Analysis  of  Leading  Equipment 
Vendors  Used  by  Respondents 
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The  four  leading  equipment  vendors — HP,  Digital,  Sun  and  IBM — 
account  for  76%  of  the  total  number  of  different  platforms  reported  to 
INPUT  by  respondents,  as  the  following  indicates: 


Number  of  Separate  Reports  of 
Equipment  Vendor  Relationships 


Number 

Proportion 

HP 

35 

23% 

Digital 

31 

20% 

Sun 

28 

18% 

IBM 

23 

15% 

others 

37 

24% 

Total 

154 

100% 

Relationships  with         Nearly  all  relationships  that  respondents  currently  have  with  equipment 
Equipment  Vendors       vendors  are  either  informal,  or  standard  basic  joint  marketing  agree- 
ments. A  very  small  number  of  respondents  have  formal  distribution 
agreements  with  equipment  vendors.  The  following  analysis  breaks 
down  the  154  different  types  of  relationships  covered  in  this  survey  of  40 
individual  software  vendors: 

Type  of  Relationship        Proportion  of  Total 


Informal  56% 
Commissioned  joint 

marketing  agreement  42% 

Distributors  2% 


Total  100% 
of  which: 

•  Software  vendor  sells 

equipment  10% 

•  Software  vendor  sells 

and  maintains  equipment  4% 


Very  few  software  vendors  sell  equipment  alongside  their  software. 
Most,  but  by  no  means  all,  software  vendors  that  do  sell  equipment  get  a 
commission  from  the  equipment  vendor.  Most  of  these  software  vendors 
do  not  take  title  to  the  equipment,  and  so  do  not  support  it  themselves.  In 
the  workstation  market,  software  is  therefore  nearly  always  sold  as 
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software  products,  rather  than  as  turnkey  systems  where  the  complete 
package  of  software  and  equipment  is  sold  and  supported  by  a  single 
vendor. 

Many  software  vendors  prefer  the  informal  type  of  relationship  as  it 
allows  them  to  maintain  their  freedom.  A  number  of  respondents  reported 
that  the  best  relationships  are  based  on  good  personal  contacts,  rather 
than  formal  agreements. 

Joint  marketing  agreements  cover  joint  promotion,  shows,  forums  and 
catalogue  entries.  A  number  of  software  vendors  reported  that  such  joint 
marketing  is  of  limited  value  as  all  too  often  the  sales  staff  of  equipment 
vendors  do  not  fully  understand  the  software  market.  One  software 
vendor  stated  that  his  company  refuses  to  attend  any  forums,  as  equip- 
ment vendors  are  completely  out  of  touch  with  the  market  (this  company 
uses  five  equipment  vendor  platforms). 

Most  software  vendors  have  developed  good  working  relationships  with 
at  least  one  equipment  vendor.  However,  some  25%  of  respondents 
reported  major  complaints  to  INPUT  concerning  one  or  more  equipment 
vendor  relationship.  This  seems  high  to  INPUT,  although  this  figure 
could  not  be  compared  with  similar  levels  of  dissatisfaction  for  other 
types  of  equipment  platforms. 

Reports  of  exceptionally  good  working  relationships  were  relatively  few 
and,  in  general,  did  not  follow  any  specific  pattern.  The  exception  to  this 
was  with  Sun  in  France,  where  a  number  of  software  vendors  have 
developed  very  good  informal  relationships  because  of  the  quality  of 
Sun's  staff. 

Also  in  France,  a  smaller  number  of  good  working  relationships  have 
developed  with  Digital.  Equipment  is  available  to  be  loaned  to  the  soft- 
ware vendor  and  there  is  good  joint  marketing  of  software. 

In  West  Germany,  good  relationships  were  specifically  reported  with 
IBM  and  HP.  However,  a  number  of  respondents  in  West  Germany  stated 
that  as  staff  and  products  of  all  equipment  vendors  constantly  change,  it 
is  nearly  impossible  to  guarantee  good  long-term  relationships.  The 
comment  was  also  made  that  joint  product  development  with  Digital  is 
very  expensive,  as  it  necessitates  travel  to  the  U.S. 
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User  Purchasing  INPUT'S  research  indicates  that  it  is  often  the  end  user  who  decides 

Power  which  platform  will  be  used  for  a  specific  application.  The  software 

vendor  appears  to  have  litde  influence  over  end  user  choices  in  many 
situations  in  the  workstation  market.  If  specific  software  is  not  available 
on  the  chosen  equipment  platform,  alternative  software  may  well  be 
chosen.  For  this  reason  software  vendors  port  their  software  onto  a  wide 
range  of  equipment. 

These  factors  tend  not  to  be  seen  in  other  areas  of  the  market.  In  the 
midrange  market,  end  users  also  often  make  decisions  on  which  software 
they  will  buy  based  on  the  equipment  platform  rather  than  the  software. 
However,  because  midrange  systems  tend  to  be  considerably  more 
complex  than  workstation  systems,  software  vendors  tend  to  limit  them- 
selves to  work  with  one  or  two  principal  equipment  vendors  and  to  build 
up  strong  relationships  through  formal  agreements. 

In  the  PC  market,  MS/DOS  has  created  an  open  environment  that  permits 
software  to  run  on  most  equipment.  End  users,  therefore,  base  their 
purchasing  decisions  on  the  quality  of  the  software  and  support,  rather 
than  on  the  equipment  on  which  the  software  is  available.  Many  software 
vendors  in  this  sector  act  as  PC  distributors  and  sell  their  software  pack- 
aged with  the  relevant  equipment  as  turnkey  systems. 

The  fact  that  software  vendors  are  forced  to  offer  their  software  on  a 
relatively  wide  range  of  equipment  in  the  workstation  market  helps  to 
explain  why  most  existing  relationships  between  software  and  equipment 
vendors  are  informal,  or  simple  joint  marketing  agreements.  UNIX  has 
helped  software  vendors  to  port  between  a  relatively  high  number  of 
different  equipment  vendor  environments,  but  has  not  been  a  major 
contributing  factor  in  influencing  the  types  of  relationships  that  have 
evolved  in  this  sector  of  the  market. 
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A  major  factor  affecting  types  of  relationships  in  the  workstation  sector 
is  the  attitude  of  equipment  vendors  towards  software  vendors.  INPUT'S 
research  has  clearly  indicated  that  in  many  instances  equipment  vendors 
treat  software  vendors  as  less  important.  Software  vendors  object  to  this, 
seeing  that  end  users  want  solutions,  and  solutions  are  made  up  of  both 
equipment  and  software. 

Undoubtedly,  the  fact  that  end  users  often  make  their  choice  of  solution 
based  on  the  equipment  platform  rather  than  on  the  software  has  allowed 
equipment  vendors  to  become  lax  over  the  quality  of  the  relationship 
with  many  software  vendors.  The  point  that  end  users  often  base  their 
purchasing  decision  on  the  available  equipment  platform  was  repeatedly 
mentioned  in  West  German  interviews,  and  to  a  lesser  extent  in  French 
interviews. 

In  the  current  market  for  workstations,  equipment  vendors  are  more 
concerned  over  how  to  influence  end  users,  rather  than  software  vendors. 
They  therefore  do  not  appear  to  spend  too  much  time  worrying  about 
their  relationships  with  software  vendors.  As  a  result,  relationships  are 
generally  weak.  Strong  relationships  are  often  based  on  good  personal 
contacts,  rather  than  formal  agreements,  and  so  can  be  short-lived.  All 
too  frequently,  software  vendors  have  legitimate  complaints  about  the 
way  equipment  vendors  treat  them  and  are  frustrated  because  equipment 
vendors  do  not  listen  to  them  or  try  to  improve  poor  areas  of  these 
relationships. 


Vendor  Influences         Exhibit  IV- 1  illustrates  software  vendors'  responses  to  questions  on  what 

factors  influenced  their  decision  on  which  equipment  platforms  to  use. 
The  main  influences  were  identified  as: 

France 

•  Operating  systems 

•  The  relationship  with  equipment  vendors 

•  Existing  end-user  base  of  the  equipment  vendor 

•  The  design  and  power  of  specific  equipment  platforms 

West  Germany 

•  The  design  and  power  of  specific  equipment  platforms 

•  Operating  systems 

•  Geographic  coverage  of  the  equipment  vendor 

In  France,  the  availability  of  UNIX  was  seen  as  very  important  by  soft- 
ware vendors,  as  this  assists  them  in  porting  their  software  at  a  reason- 
able cost  to  new  equipment  platforms.  Relationships  with  equipment 
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Factors  Affecting  Choice  of  Equipment  Vendor 
Software  Vendor  Preferences 


Design  and  Power 
of  Equipment 


Operating  System(s) 


Existing  User  Base 


4.2 


aonssoggoa 


3.7 


Geographic  Coverage 


2.0 


A 


2.8 


ED  France 


Relationship(s)  Available 


3  0  West  Germany 

E2  Total 


3.6 


1.7 


I 


2.7 

I  I  8 


1  2  3  4  5 

Not  Important  Very  Important 

Sample  Size   -  France:  20  Average  Standard  Error:  0.25 

-  West  Germany:  20 


vendors  were  seen  as  the  second  most  important  factor  in  France,  due  to 
the  strength  of  equipment  vendors  in  influencing  end  users  and  in  sup- 
porting and  assisting  the  software  vendor  in  making  a  sale. 
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In  West  Germany,  where  end  users  seem  more  concerned  over  the 
quality  of  the  equipment  than  the  software,  and  where  many  relationships 
are  virtually  nonexistent,  the  design  and  cost  of  the  equipment  platform 
were  considered  by  far  the  most  important  factors.  Relationships  between 
equipment  and  software  vendors  were  seen  as  the  least  important,  as  such 
relationships  do  little  to  influence  sales  in  West  Germany. 

Operating  systems  and  geographic  coverage  were  considered  reasonably 
important  in  West  Germany.  If  a  West  German  software  vendor  has  not 
ported  an  application  onto  the  end  user's  preferred  platform  or  the  plat- 
form could  not  be  supported  locally  by  the  equipment  vendor,  the  sale 
might  not  be  made. 

When  respondents  were  asked  the  most  important  factor  in  deciding  on 
an  equipment  platform,  a  response  pattern  similar  to  Exhibit  IV- 1 
emerged.  As  Exhibit  IV-2  illustrates,  the  design  of  the  equipment  and 
operating  systems  were  by  far  the  most  important  factors  affecting  these 
decisions. 


EXHIBIT  IV-2 


Most  Important  Factors  Affecting  Choice  of 
Equipment  Platform — Software  Vendor  Opinions 


Design  and  Power  of  Equipment 
Operating  System(s) 
Existing  User  Base 
Geographic  Coverage 
Relationship(s)  Available 
Other  Reasons 


Sample  Size    -  France:  20 
-  West  Germany:  20 


mm. 

5 

'WM. 

5 
5 

i 

10 


10 


4  8  12 

Number  of  Respondents 
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The  fact  that  the  end  user  considered  the  equipment  to  be  the  more 
important  than  the  software  resulted  in  equipment  design  being  given  a 
high  importance  rating.  The  availability  of  UNIX  was  the  reason  for 
operating  systems  to  be  considered  so  important.  UNIX  is  seen  as  provid- 
ing stability  and  compatibility  for  the  software  vendor.  It  allows  software 
vendors  to  port  their  software  cheaply  between  equipment  platforms  of 
different  equipment  vendors  and  is  providing  a  growing  pool  of  end 
users. 

Respondents  repeatedly  stated  that  good  human  relations  are  essential — 
hence  the  human,  and  not  just  the  contractual  aspects  of  any  relationship 
with  equipment  vendors  are  very  important. 
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Vendor  Plans 


A  

Strategic  Factors  Exhibit  V-l  illustrates  the  relative  importance  to  respondents  of  different 

strategic  factors  that  might  affect  vendor  plans  over  the  next  five  years. 

For  both  French  and  West  German  software  vendors,  by  far  the  most 
important  factor  is  the  launch  of  new  products.  For  French  software 
vendors,  most  other  factors  were  of  some  importance,  although  porting  to 
new  operating  systems  was  not  considered  very  important,  with  UNIX 
already  strong  in  the  French  market. 

In  both  France  and  West  Germany,  exporting  to  new  markets  was  seen  as 
the  second  most  important  factor.  However,  this  question  was  interpreted 
differently  in  these  two  countries.  In  France,  software  vendors  related  this 
question  to  new  foreign  markets  within  Europe,  whilst  in  West  Germany 
they  related  it  to  better  domestic  coverage  within  West  Germany.  As 
stated  above,  in  West  Germany  software  vendors  may  not  make  the  sale 
if  the  preferred  equipment  cannot  be  supported  locally.  Better  German 
coverage  rather  than  European  coverage  is,  therefore,  of  importance  to 
West  German  software  vendors. 

When  asked  what  factors  could  prevent  software  vendors  from  achieving 
their  development  plans,  some  55%  of  responses  referred  to  internal 
company  resources  (recruiting  the  right  quality  of  staff,  financial,  com- 
pany structure,  being  able  to  manage  continued  high  growth).  Around 
25%  of  responses  related  to  external  problems  coming  from  the  market 
(competition,  market  dynamics,  market  instability),  and  some  20%  from 
external  problems  from  the  computer  market  (support,  technical  com- 
plexity, standards). 
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EXHIBIT  V-1 


Key  Elements  of  Company  Development  Plans 
Software  Vendor  Preferences 


Launch  New  Products 


Export  to  New 
European  Markets 


l  I  PTT  ■  ■  1  .  .  I  ■  .  1  i  .  I  .  i  J  J  i  .  .  .  .  1  J  .  .  1  . 


4.1 


Port  to  New 
Operating  Systems 


Offer  Wider  Range 
of  Equipment 


Merge  with  or  Acquire 
Other  Companies 


E3  France 
133  West  Germany 
U  Total 


1  2 
Not  Important 


4  5 
Very  Important 


Sample  Size   -  France:  20  Average  Standard  Error:  0.25 

-  West  Germany:  20 
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Exhibit  V-2  illustrates  the  responses  to  this  question  on  potential  limiting 
factors.  By  far  the  most  frequently  mentioned  potentially  inhibiting  factor 
was  recruiting  the  right  staff,  followed  by  getting  sufficient  financial 
resources.  These  two  factors  alone  account  for  45%  of  the  total  re- 
sponses. The  ability  to  market  successfully  was  also  important,  account- 
ing for  some  15%  of  total  responses.  Successful  marketing  principally 
concerned  getting  to  new  geographic  markets,  either  regionally  within 
France  or  West  Germany,  or  internationally  within  Europe. 


EXHIBIT  V-2 
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B  

Equipment  Vendor        Although  software  vendors  want  to  remain  independent,  this  does  not 
Assistance  mean  that  they  would  not  appreciate  assistance  to  overcome  those  factors 

that  might  inhibit  achievement  of  their  plans  over  the  next  few  years. 

Respondents  indicated  how  equipment  vendors  could  assist  them  without 
damaging  their  independence.  In  addition  to  the  existing  assistance 
through  typical  joint  marketing  agreements  available  in  the  workstation 
market,  software  vendors  suggested: 

Ways  for  Equipment  Vendors  to  Assist  Software  Vendors 

Type  of  Assistance  Potential  Assistance 

•  Staff  -  Technical  support 

-  Joint  product  development 

-  Advanced  notice  of  new  product  launches 

-  Continuity  of  personal  contact  within  the 
equipment  vendor  organisation  for  individual 
software  vendors 

•  Financial  -  Loan  of  equipment,  for  longer  than  a  nominal 

3  months 

-  Priority  to  software  developers  in  the  delivery 
of  equipment 

-  Free  training 

-  Free  product  seminars 

-  Travel  reimbursement  to  equipment  vendor 
development  facilities  if  these  are  not 
available  in  Europe 

•  Marketing  -  In-depth  training  of  equipment  vendor  staff  in 

the  software  sold  on  their  platforms  and  in  the 
niche  markets  for  this  software 

-  Good  local  support 

-  Assistance  to  move  into  new  markets 

-  Introductions  to  new  clients  as  partners,  rather 
than  as  "second  cousins" 
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Typical  Relationships    In  the  past,  software  and  equipment  vendors  have  all  too  frequently  sold 

their  products  and  services  as  separate  components,  leaving  the  end  user 
to  put  them  together  into  a  workable  solution.  In  today's  market,  end 
users  want  to  buy  total  solutions — and  depending  upon  the  market  seg- 
ment, either  the  equipment  vendor  or  the  software  vendor  is  better  placed 
to  provide  the  end  user  with  a  total  solution. 

In  the  PC  market,  equipment  vendors  have  been  forced  to  use  a  wide 
variety  of  third  parties  to  market  their  equipment  platforms.  MS/DOS  has 
become  the  standard  international  operating  system,  allowing  software 
vendors  to  pick  whatever  equipment  they  think  best  for  their  software.  In 
this  market,  it  is  therefore  the  software  vendor  who  generally  delivers  the 
total  solution.  Applications  software  is  packaged  with  equipment  and 
delivered  as  a  turnkey  system  to  the  end  user,  with  the  software  vendor 
contracting,  installing  and  supporting  the  total  package. 

In  the  midrange  market,  end  users  still  take  considerable  care  in  deciding 
from  which  equipment  vendor  to  buy  their  platform.  The  equipment 
vendor  is,  therefore,  still  in  the  dominant  position.  Open  operating  sys- 
tems such  as  UNIX  have  only  recently  affected  the  lower  power  range  of 
this  sector. 

In  the  midrange  market  in  general,  equipment  vendors  either  contract, 
install  and  support  their  equipment,  leaving  the  software  developer  to 
contract,  customise  and  train  the  end  user  for  just  the  application,  or  sell 
the  complete  solution  as  a  turnkey  system  themselves.  Some  independent 
software  vendors  do  sell  turnkey  systems,  by  buying  the  equipment, 
taking  title  to  it,  selling  and  supporting  it  with  their  software.  However, 
equipment  vendors  tend  to  allow  this  only  in  niche  markets,  or  where  the 
equipment  vendor  is  not  strong. 
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As  INPUT'S  research  has  indicated,  in  the  workstation  market  the  end 
user  still  often  decides  which  equipment  platform  will  be  used.  This  puts 
the  equipment  vendor  in  a  strong  position  to  control  the  market,  as  in  the 
midrange  sector.  However,  open  operating  systems  such  as  UNIX  have 
allowed  the  software  developer  to  port  applications  across  a  wide  range 
of  platforms  at  acceptable  cost.  This  potentially  puts  the  software  vendor 
in  a  strong  position  if  the  end  user  decides  that  he  will  leave  the  decision 
about  the  best  equipment  platform  to  the  software  vendor. 

The  workstation  market  is  still  a  very  young  market  segment.  From 
INPUT'S  research  it  seems  as  though  equipment  vendors  in  certain  areas 
are  only  looking  to  current  sales  targets  and  not  to  future  potential  devel- 
opments. Few  exceptionally  good  relationships  have  been  built  up,  and 
as  the  market  matures,  equipment  vendors  could  become  vulnerable  to 
end  users'  changing  their  purchasing  habits  and  leaving  equipment 
decisions  to  software  vendors,  as  is  currently  the  case  in  the  PC  sector. 

INPUT  sees  that  this  maturity  would  come  from  end  users  refusing  to 
pay  for  more  powerful  and  expensive  platforms  for  specific  applications. 
One  software  vendor  interviewed  by  INPUT  indicated  that  in  his  opinion 
such  a  situation  has  already  developed  in  West  Germany  with  HP,  where 
HP's  new  workstations  are  too  expensive  for  certain  market  needs.  If  end 
users  were  to  set  a  ceiling  on  the  power  and  performance  of  workstations 
in  specific  niche  markets,  the  competitive  advantage  that  certain  equip- 
ment vendors  currently  enjoy  would  soon  evaporate,  as  competitors 
introduced  very  similar  machines.  The  only  differentiating  factor  would 
be  price,  and  end  users  would  be  prepared  to  leave  the  decision  on  the 
best  equipment  platform  to  the  software  vendor,  as  has  already  happened 
in  the  PC  market. 

If  this  were  to  happen,  control  over  the  end  user  would  switch  from 
equipment  vendor  to  software  vendor.  Only  those  equipment  vendors 
who  had  developed  good  working  relationships  with  software  vendors 
would  be  able  to  feel  secure  that  they  still  maintained  a  close  relationship 
with  end  users.  It  therefore  seems  to  INPUT  that  it  would  be  very  wise 
for  equipment  vendors  to  develop  strong,  formal  relationships  with 
software  vendors  now  in  case  the  workstation  market  structure  changes 
as  it  matures. 


Partnership  or  Exhibit  VI- 1  summarises  the  findings  of  INPUT'S  research  into  what 

Control?  software  vendors  see  as  ideal  relationships  with  equipment  vendors. 

Without  any  doubt,  software  vendors  are  looking  for  good  working 
partnerships  and  not  control  from  equipment  vendors. 
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Ideal  Relationship  with  Equipment  Vendors 
Software  Vendor  Preferences 
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In  France,  software  vendors  are  looking  for  a  range  of  independent 
relationships  with  equipment  vendors.  The  preferred  relationship  is  a 
working  joint  marketing  agreement.  Financial  assistance,  such  as  through 
the  loan  of  equipment,  and  joint  product  development  are  the  second 
most  important  types  of  relationships. 

Those  vendors  concentrating  on  developing  new  products  would  prefer  a 
joint  product  development  agreement.  Those  trying  to  market  existing 
products  would  prefer  a  joint  marketing  agreement.  Both  would  like  the 
loan  of  equipment.  The  loan  of  equipment  would  assist  in  the  develop- 
ment of  new  products  at  minimum  cost  and  in  porting  from  other  plat- 
forms, and  would  allow  the  marketing  effort  to  be  carried  out  at  a  num- 
ber of  different  locations. 

In  West  Germany,  software  vendors  are  not  keen  on  the  no-commitment 
type  of  relationship  because  that  is  all  too  often  what  they  have  at  the 
moment.  What  they  would  like  is  some  formal  working  relationship, 
rather  than  their  current  loose,  informal  relationships.  Joint  marketing  is 
most  appealing,  but  they  are  also  keen  to  have  joint  product  development 
and  financial  assistance,  such  as  the  loan  of  equipment. 

The  point  was  made  in  West  Germany  that  equipment  vendors  do  loan 
equipment,  but  often  only  for  three  months.  This  is  not  long  enough. 
Software  developers  need  equipment  for  a  minimum  of  six  months. 
Many  are  small,  under-resourced  organisations  and  cannot  afford  to  buy 
or  lease  a  wide  range  of  workstations  in  order  to  develop  their  software 
on  all  platforms  at  the  same  time.  Undoubtedly,  preference  would  be 
given  to  the  development  of  new  software  and  the  porting  of  existing 
software  onto  the  platforms  of  equipment  vendors  who  loaned  equipment 
for  sufficient  time  with  no  strings  attached. 

Not  only  do  software  developers  feel  that  they  are  not  loaned  equipment 
for  long  enough,  but  they  also  complain  about  having  to  wait  excessively 
long  periods  (over  three  months)  for  delivery  of  new  machines,  and 
being  the  last  to  hear  about  new  product  developments.  A  number  of 
respondents  stated  that  equipment  vendors  should  give  software  develop- 
ers advance  notice  of  the  launch  of  new  platforms.  All  too  often  software 
developers  are  forced  to  rewrite  and  upgrade  their  software  after  the 
launch.  This  only  puts  further  strain  on  their  limited  staff  and  financial 
resources. 

Very  few  software  vendors  are  prepared  to  consider  any  share  involve- 
ment in  their  company  by  equipment  vendors.  They  constantly  stated  to 
INPUT  that  they  wish  to  remain  independent  and  to  follow  only  those 
strategies  which  would  allow  them  to  stay  independent. 
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The  following  comments,  made  by  software  vendors,  were  of  specific 
interest: 

•  It  can  take  up  to  3  or  4  months  to  get  hold  of  a  machine  from  an  equip- 
ment vendor,  and  this  is  too  long. 

•  A  good  working  relationship  includes  advanced  notification  of  new 
products  from  equipment  vendors. 

•  Digital's  development  takes  place  in  the  U.S.,  which  makes  any 
influence  on  working  arrangements  very  difficult. 

•  A  client  hardware  problem  took  6  months  to  sort  out  and  during  this 
time  the  client  would  not  pay  the  software  vendor. 

•  The  preferred  equipment  vendor  is  one  that  has  good  delivery  times  for 
sudden  orders,  and  is  flexible. 

•  Strategy  is  to  stay  independent,  and  UNIX  is  very  helpful  in  this  re- 
spect. 

•  Equipment  is  expensive  and  loans  assist  in  porting  to  new  equipment 
platforms. 

•  The  name  that  an  equipment  vendor  has  built  up  is  very  important  in 
deciding  which  equipment  vendors  to  work  with. 

•  Relationships  must  be  partnerships  and  flexible,  not  binding. 

•  It  is  good  for  the  image  of  both  the  equipment  and  software  vendor  to 
be  able  to  show  clients  that  they  can  work  together. 

•  The  manufacturer  can  best  "open  doors"  to  clients  and  create  markets. 

•  There  are  always  ways  to  get  equipment  loaned  from  a  manufacturer; 
what  is  more  important  is  commercial  support — contact  names  and 
addresses. 

Software  vendors  seem  to  want  a  range  of  relationships  with  equipment 
vendors  to  choose  from.  Depending  upon  their  current  activity,  they 
would  then  opt  for  the  ideal  relationship.  For  many  software  vendors 
interviewed  by  INPUT,  any  relationship  with  an  equipment  vendor  that 
might  lead  to  a  reduction  in  freedom  is  not  likely  to  be  favourably 
considered. 
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Software  vendors  were  also  asked  how  likely  it  would  be  to  have  the 
ideal  relationship  with  their  preferred  equipment  vendor.  The  results  are 
summarised  in  Exhibit  VI-2. 


EXHIBIT  VI-2 


Ability  to  Have  Ideal  Relationship  with 
Equipment  Vendor — Software  Vendor  Attitudes 


Very  Likely 


Likely 


Undecided 


Unlikely 


Very  Unlikely 


14 


4  8  12 

Number  of  Responses 


16 


Sample  Size:  37 

Average  Standard  Error:  0.24 


Although  many  software  vendors  indicated  in  a  number  of  questions  that 
they  were  far  from  happy  with  the  types  of  relationships  they  generally 
had  with  equipment  vendors,  nearly  40%  of  respondents  felt  that  they 
could  get  an  ideal  relationship  with  one  equipment  vendor.  This  is  an 
indication  that  individual  software  vendors  can  generally  find  at  least  one 
equipment  vendor  with  whom  a  good  working  relationship  can  be  devel- 
oped— one  that  meets  the  software  vendor's  expectations. 


Preferred  Equipment 
Vendor 


Software  vendors  were  asked  to  name  the  specific  equipment  vendors 
that  they  would  like  to  work  with.  The  answers,  as  illustrated  in  Exhibit 
VI-3,  tend  to  mirror  the  existing  equipment  vendors  used  by  specific 
software  vendors  as  illustrated  in  Exhibit  ffl-2. 
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Software  Vendor  Preferences  for 
Specific  Equipment  Vendors 


HP 


24 


Digital 


23 


20 


21 


Sun 


IBM 


Sony 


23 


A  17 


1 5        ED  France 

iH  West  Germany 
E3  Total 


^5 


i 


0 


10 


20 


30 


Proportion  of  Total 
Preference  Points  (Percent) 


Sample  Size    -  France:  20      Average  Standard  Error:  2.5% 

-  West  Germany:  20 

Note:  Each  respondent  gave  up  to  three  choices  of  preferred  equipment 
vendors  to  work  with.  The  choices  were  given  points  (1  st  =  3,  2nd  =  2, 
3rd  =  1).  The  total  points  per  equipment  vendor  were  summed  and 
related  to  the  total  available  points  for  the  number  of  respondents. 
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In  France,  HP,  Sun  and  Digital  were  all  seen  as  desirable  partners  and  are 
all  the  most  common  existing  equipment  suppliers  for  the  respondents 
covered  in  this  survey.  In  West  Germany  however,  Digital  and  IBM  had 
the  highest  rating  as  prospective  and  existing  partners  of  software  ven- 
dors, but  not  HP,  which  is  the  most  commonly  used  equipment  vendor 
today. 

The  types  of  relationships  currently  being  developed  by  the  leading 
equipment  vendors  are: 

IBM        Financing  software  vendors  by  taking  minority  interests  in 
key  companies 

HP  Trying  to  impose  specific  types  of  relationships  on  different 

categories  of  software  vendors 

Digital      Offering  a  range  of  different  types  of  relationships 

Sun  Maintaining  an  informal,  'no  commission'  only  relationship 

Software  vendors  very  much  dislike  the  concept  of  IBM  taking  minority 
shareholding.  Both  HP's  and  Digital's  types  of  relationships  are  liked,  as 
long  as  they  work.  A  number  of  software  vendors  stated  that  all  too 
often,  promises  made  by  HP  and  Digital  were  not  fulfilled.  Although  a 
number  of  software  vendors  have  very  good  current  informal  relation- 
ships with  Sun,  many  would  prefer  a  more  formal  type  of  relationship, 
such  of  those  offered  by  HP  and  Digital. 

In  West  Germanv,  a  number  of  software  vendors  stated  that  thev  would 
like  to  use  Digital,  as  it  has  such  a  large  user  base  in  the  scientific  sector. 
However,  Digital  does  not  offer  a  Lisp  station,  so  other  equipment 
vendor  platforms  were  used  instead. 

The  relationships  that  Sun  has  with  equipment  vendors  are  liked  very 
much  by  software  vendors.  Sun  and  its  staff  are  seen  as  dynamic.  Sun 
people  "are  nice"  and  everything  works.  Personal  relationships  between 
staff  of  software  vendors  and  Sun  are  good.  Sun  does  not  promise  things 
that  it  cannot  fulfill. 
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Appendix:  Software  Vendor 
Questionnaire 


INTRODUCTION 

Hello,  my  name  is  and  I  am  from  INPUT,  an  independent 

consultancy  firm  specialising  in  the  European  computer  software  and  services  market. 

We  are  currently  undertaking  private  market  research  for  an  equipment  vendor.  We  wish  to  try  to 
understand  what  your  views  are  towards  equipment  vendors  of  workstations  and  the  types  of  relation- 
ships that  you  would  like  to  see  between  an  independent  vendor  such  as  yourself  and  a  vendor  of  the 
equipment  platform  off  which  you  might  be  selling  your  software. 

QU:  1  Do  you  sell  software  on  workstations? 

If  no,  stop  interview 

If  yes,  what  are  the  equipment  platforms  on  which  you  sell  your  software  and 
what  types  of  relationships  do  you  have  with  the  vendors  of  this  equipment? 

vendor(s)  informal                    formal                do  you  take 

and  (no  sales                                               title  and 

equipment  commission)   joint  marketing        equity      support  the 

platform  agreement       involvement  equipment 

details  (name  if  YES)  (%ifYES) 


YES 

YES 

YES 

YES 

NO 

NO 

NO 

NO 

YES 

YES 

YES 

YES 

NO 

NO 

NO 

NO 

YES 

YES 

YES 

YES 

NO 

NO 

NO 

NO 

YES 

YES 

YES 

YES 

NO 

NO 

NO 

NO 
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Could  you  please  rank  for  me  on  a  scale  of  1  to  5  (1  being  low  and  5  high),  how 
important  you  think  the  following  factors  are  for  you  when  deciding  on  which  equip- 
ment platform  to  sell  your  software: 

a.  design  and  power  of  the  equipment 
platform 

b.  the  operating  system(s)  available  on  the 
equipment  platform 

Cc        the  user  base  of  the  equipment  vendor 

d.       the  geographic  coverage  of  the  equipment 
vendor  throughout  Europe 

e«        the  type  of  relationship(s)  offered  to  you 
by  the  equipment  vendor 

f .  other  


You  have  rated  highest.  Could  you  explain  to  me  why  you  consider  this  more 

important  than  the  other  factors  which  might  also  affect  your  choice  of  equipment 
platform? 


□ 

□ 
□ 
□ 

□ 

□ 


Which  do  you  think  are  the  best  three  equipment  vendors  to  work  with  in  Europe, 
ranking  your  favourite  first,  your  next  favourite  second  and  your  third,  last? 

a.  . 

b.  

c.  

Why  do  you  consider  the  first  of  these  to  be  the  best  equipment  vendor  for  you  to  work 
with? 
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How  do  you  think  they  might  be  able  to  improve  their  relationships  with  software 
vendors  such  as  yourself? 


QU:5  Could  you  rate  between  1  and  5  how  important  the  following  factors  which  might  be 

as  part  of  your  company's  development  plans  over  the  next  five  years? 

a.  to  launch  new  products/services   

b.  to  expand  into  wider  European  markets   

c.  to  port  to  a  wider  base  of  operating  systems   

d.  to  offer  your  products  on  a  wider  range  of  _______ 

equipment 

e.  to  merge  with,  or  acquire  other  software  and  

services  companies 

f.  other   

QU:6  What  do  you  think  will  be  the  three  main  factors  preventing  you  from  achieving  your 

development  plans? 

a.  

b.  

c.  
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Do  you  think  that  equipment  vendors  of  workstations  may  try  to  increase  their  control 
over  the  better  independent  software  developers  during  the  next  few  years,  either  as  a 
result  of  operating  systems  such  as  UNIX  creating  more  of  an  open  environment,  or 
because  of  falling  equipment  prices  forcing  them  to  become  more  involved  in  total 
solutions? 


What  would  be  the  ideal  type  of  relationship  would  you  like  to  have  with  equipment 
vendors  of  workstations  in  the  1990s?  Could  you  again  rate  your  answers  between  1 
and  5,  1  being  low  and  5  high: 

a.  flexible,  with  no  commitment  other  than  possibly   

a  commission  arrangement  on  equipment  sales 

b.  some  form  of  joint  marketing  arrangement   

whereby  the  equipment  vendor  helps  in  developing  sales 

c.  some  form  of  joint  product  development   

arrangement,  whereby  the  equipment  vendor  works 

with  your  company  in  developing  products 

d.  some  form  of  financial  assistance,  but  no  direct   

involvement  in  your  company,  such  as  the  loan  of 
equipment,  or  software,  or  some  form  of  credit 

for  the  development  of  new  software 

e.  some  form  of  direct  share  involvement  in  your   

company 


You  have  rated  highest.  Could  you  explain  to  me  why  you 

consider  this  the  preferred  type  of  relationship  for  you? 
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QU:9  On  a  scale  of  1  to  5,  how  likely  is  it  that  you  will  be  able  to  get  this  ideal  relationship 

with  one  or  more  equipment  vendors  of  workstations  during  the  next  year? 


QU:10  Could  you  give  me  some  examples  of  the  types  of  relationships  that  different  equip- 

ment vendors  are  developing  for  companies  such  as  yours? 

Vendor  Details  of  Relationship 


How  likely  do  you  think  it  is  that  these  equipment  vendors  will  be  able  to  impose 
these  relationships  on  independent  vendors  such  as  you? 
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QU:  11  As  my  last  question,  I  would  like  to  check  INPUT'S  evaluation  of  the  types  of  relation- 

ships being  developed  by  the  four  leading  equipment  vendors  of  workstations — IBM, 
Digital,  Sun  and  Hewlett-Packard. 

I  would  like  you  to  give  two  ratings  between  1  and  5  for  each  of  these  four  equipment 
vendors.  The  first  rating  is  related  to  the  degree  to  which  you  agree  with  INPUT'S 
assessment  of  the  type  of  relationship  that  each  of  these  four  equipment  vendors 
currently  has,  or  is  developing;  the  second  rating  is  how  good  or  bad  such  a  relation- 
ship might  be  for  your  company  for  the  1990s.  Again  1  is  low  (or  disagree)  and  5  high 
(agree): 

disagree,        how  good 
agree  with      for  my 
statement  company 

trying  to  control  key  software     

products  vendors  by  taking  a 
minority  equity  in  them 

offering  a  range  of  different     

types  of  joint  marketing  and 
development  relationships  for 
software  products  vendors 

maintaining  a  simple  commission-     

only  form  of  relationship  with 
software  products  vendors 

defining  different  categories  of     

non-commissioned,  commissioned 
and  joint  marketing  relationships 
and  imposing  these  throughout 
Europe  on  software  product 
vendors 


Thank  you  very  much  for  your  time.  As  is  INPUT'S  normal  practice,  we  will  send  you  a  summary  of 
the  findings  of  this  survey  as  a  way  of  thanking  you  for  taking  the  time  to  assist  us. 


IBM 


Digital 


Sun 


Hewlett 
Packard 
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Appendix:  List  of  Respondents 


EXHIBIT  B-1 


List  of  Respondents 


France 

West  Germany 

1. 

Serjy 

1. 

Isykon 

2. 

Spemi 

2. 

Brain  ware 

3. 

Syseca 

3. 

Han  Dataport 

4. 

Alsys 

4. 

CAT  Software 

5. 

CSI 

5. 

Georg  Hegg 

6. 

Whitek 

6. 

InterFace  Computer 

7. 

Uniras 

7. 

PVI  Precision  Visuals  International 

8. 

Eurosoft  Systemes 

8. 

ISA  Informationssysteme 

9. 

Dual  (Concept) 

9. 

RWP  Gesellshaft  beratender  Ingenieure 

10. 

Hog 

10. 

Concept 

11. 

Objectif 

11. 

CAMUS 

12. 

C2V 

12. 

SDRC 

13. 

Oracle  France 

13. 

CG  TEC  Computer  Graphics 

14. 

McDonnell  Douglas 

14. 

TS-Technisch  Software 

15. 

GSI  Tecsi 

15. 

Graf  com 

16. 

Decision  International 

16. 

MPDV  Microlab 

17. 

Softix 

17. 

Industrumatic  Electronic  Systems 

18. 

Unitechnic 

18. 

Intellicorp 

19. 

I.  Best  Cornellius 

19. 

mbp  Software 

20. 

Cedrat 

20. 

AD  I  Software 
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Appendix:  Study  Proposal 


PROPOSAL 
TO 


DIGITAL  EQUIPMENT  CO.  LIMITED 


FOR 


RESEARCHING  ATTITUDES  OF  VENDORS  OF  WORKSTATION  SOFTWARE  TOWARDS 

THEIR  RELATIONSHIPS  WITH  EQUIPMENT  VENDORS 


submitted  by 


INPUT 
Piccadilly  House 
33/37  Regent  Street 
London  SW1Y  4NF 

England 
tel:  (071)493  9335 
fax:  (071)629  0179 


23  April,  1990 
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BACKGROUND  AND  OBJECTIVES 

Digital  Equipment  Co.  is  reviewing  its  strategy  towards  software  vendors.  As  part  of  this,  Digital 
Equipment  Co.  wishes  to  obtain  an  independent  assessment  of  what  type  of  relationship  software 
vendors  would  like  to  have  with  equipment  vendors  in  the  1990s. 

INPUT,  a  leading  international  research  firm  for  the  computer  software  and  services  industry,  has 
carried  out  research  in  this  area  of  the  European  market  as  part  of  its  regular  published  research  work, 
and  as  private  consultancy  for  individual  clients.  INPUT  is,  therefore,  ideally  placed  to  assist  Digital 
Equipment  Co. 

SCOPE 

Discussing  the  scope  of  this  work  with  Digital  Equipment  Co.,  it  has  been  agreed  that  this  research 
should  be  segmented  by  specific  equipment  platform.  The  reason  for  this  is  that  the  types  of  existing 
relationships  between  independent  software  vendors  and  equipment  vendors  are  different  depending 
upon  whether  the  platform  is  a  mainframe,  minicomputer,  workstation,  or  PC. 

As  a  first  phase  in  this  research,  INPUT  has  been  requested  to  quote  on  undertaking  research  in  the 
workstation  market  The  number  of  interviews  and  geographic  coverage  is  as  follows: 

Country  Number  of  Vendor 

Interviews 

West  Germany  20 
France  20 

If  this  research  meets  Digital  Equipment  Co.  requirements,  then  it  can  be  extended  in  a  second  phase 
to  other  equipment  platforms. 

METHOD  OF  WORK 

INPUT  will  agree  on  a  specific  questionnaire  with  Digital  Equipment  Co.  A  draft  of  such  a  question- 
naire has  been  prepared  by  INPUT  and  is  attached  to  this  draft  proposal,  together  with  an  outline  of 
the  key  elements  of  the  questionnaire. 

When  the  questionnaire  has  been  agreed  upon  with  Digital  Equipment  Co.,  INPUT  will  translate  it 
into  relevant  European  languages  and  carry  out  the  interviews  in  the  local  languages. 

The  results  of  these  interviews  will  be  translated  into  English.  INPUT  will  analyse  these  results  and 
write  a  report  summarising  the  findings  of  this  research  for  Digital  Equipment  Co. 
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STAFFING 

The  project  team  will  be  headed  by: 

•  Michael  Ratcliffe,  INPUT  Principal  Consultant 
and  supervised  by: 

•  Peter  Lines,  INPUT  Research  Director 
FEE  AND  SCHEDULE 

The  fee  for  the  custom  market  research  of  40  vendors,  translations,  analysing  the  resulting  interviews 
and  writing  a  report  on  the  rinding  for  Digital  Equipment  Co.  is: 

Total  Quotation  £9,750 

Expenses  for  travel,  telephone,  etc.  are  additional. 

One-half  of  the  fees  are  due  and  payable  with  project  authorization.  The  remainder  of  the  fees  plus 
expenses  are  due  and  payable  on  delivery  of  the  report  to  Digital  Equipment  Co. 

Work  can  be  begun  by  INPUT  in  the  second  half  of  April  1990,  and  should  be  completed  by  the  end 
of  May. 

AUTHORIZATION 

To  authorize  the  project,  please  sign  and  return  a  copy  of  this  agreement  to  Peter  Lines,  Research 
Director,  INPUT,  Piccadilly  House,  33/37  Regent  Street,  London  SW1Y  4NF,  England. 

Authorized  by  Digital  Accepted  by  INPUT: 
Equipment  Co.: 

Authorized  Signature  Authorized  Signature 

Name  Name 


Title 


Title 


Date 


Date 


YEDEC 


41 


WORKSTATION  SOFTWARE  VENDOR  RELATIONSHIPS— 1990  INPUT 


YEDEC 


